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Provide sales or market
manufacturers data to CEE
S ing trad Encourage customers to
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ass’\?g’ax‘)ns. professionals to develop
motor management plans
(motors manufacturer)
EASA
(motors sales and servce)
CDA Educate sales and
(other) marketing staff and/or
members about motor management

as a business opportunity

Phase 3Business Plan:
-Diverse extensive sponsor
coalition
-Campaign message, identity

Refinement of
campaign message

/ and products
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President
CFO

Plant Manager
Maintenance Manager
Operations Manager

Line Managers
Equipment Managers

Sponsors actively
engage in campaign
activities

Sponsors promote

motor management to
their customers

Sponsors support each
other in promoting motor

management in the market

CEE, NEMA, EASA

members

Trade Allies

Utilities provide incentives
to customers or to vendors

to provide motor
management services

Information is readily available
and promoted

Outcomes

Increased awareness
among customers of

benefits of premium-
efficiency motors and _\
more evaluative

motor management

Increased awareness

among customers of

how to develop and
implement motor
management plan

Increased awareness
among customers of
tools and resources
needed to manage
motors more effectively

Industrial & commercial
customers make increased
connection between
effective motor management
& business performance

Increased awareness among
sponsoring organizations and
their trade allies of benefits of
premium-efficiency motors and
more evaluative motor management

Campaign provides support,
networking opportunities,
information exchange,
education, National PR
exposure, and consistency
and clarity of message

Increased awareness among
sponsoring organizations and
their trade allies of how to develop
and implement motor
management plan

External Influences:

--Motor availability

--Business decisions based on
short-term factors

--Need to return equipment to service
as soon as possible

--Economic climate for industrial &
commercial customers (business cycle)

--Cost of electricity

Short-term outcomes

Increased awareness among
sponsoring organizations and
their trade allies of tools and resources
needed to manage motors
more effectively

A

Increase in
customers receiving

Industrial & commercial customers
increasingly use lifecycle costing
methods to determine whether motors
should be repaired or replaced
before they fail, and when to install
premium efficiency motors

help developing
motor management
plans

I

Increase in number of customers
implementing 1 or more of
the following motor strategies:

1. Creation of a motor survey and

tracking program.

2. Development of guidelines for
proactive repair/replace decisions.
3. Preparation for motor failure by

creating a spares inventory.

4. Development of a purchasing

specification.
5. Development of a repair
specification.
6. Development and implementation
of a predictive and preventive
maintenance program.

Increased demand for
NEMA premium-efficiency
motors as percentage of
all motors purchased

Increase use of adjustable
speed drives and appropriate
applications

Increase in number of
organizations offering
motor management
services

Industrial & commercial customers
develop motor management plans
at increased pace

Increase interest in motor

system optimization

Increased demand for
best practice motor repair
services as percentage
of all motor repair
services

Phase 3 MDM Logic Model



